
Establishing priorities key to long-range plan 
Editor's note: This is the second 

in a series of articles outlining the 
renovation process at Willoughby 
Golf Club in Stuart, Fla. 

By K E V I N D O W N I N G 

STUART, Fla. — Every golf 
course needs a facelift every once 
in a while to keep pace with 
new turf trends or to stay in 
touch with member or golfer 
needs. No matter what changes 
are d i scussed the though t 
process needs to be comprehen-
sive enough to take into 
cons idera t ion all levels of 
golfers and the eventual cost of 
the reconstruction programs. 
Assembling a document that 
clearly def ines these goals 
and object ives is in effect 
the long-range plan for a golf 
club. 

Most long-range plans can 
be coordinated to s t ructure 
a program that can be imple-
mented in a three- to five-year 
t ime f rame . At Wil loughby 
Golf Club, we chose to create a 
plan that could condense major 
projects and expenditures into 
a two-year window to minimize 
interference for the member-
ship. Once again, since the 
club has experienced a great 
deal of consistency with the 
members and management , 
this process of planning and 
prioritizing truly became an 
enrichment program for the 
course. The first two green 
committees generated the direct 
feedback and this included 
my ongoing comments and 
reports suggest ing potential 
course enhancements. We estab-
l ished two important a reas 
in which to identify course 
adjustments: 

• Course improvements : 
Any work performed on the 
course had to be recommended 
by the g r e e n s commit tee , 
approved by the board of direc-
tors and supported by the oper-
ating budget . This included 
tee regrassing, drainage, path 
repairs or rerouting, landscape 
changes or bunker refurbish-
ment. 

• Course Modif icat ions: 
These changes had to be recom-
mended to the greens chair-
man by either the golf course 
manager or the commit tee 
and approved by the board 
of directors. The funds for these 
projects came from capital bud-
gets and included as greens 
modification, additional bunker-
ing and/or substantial redesign 
work. 

Once we developed these 
categories, we were able to 
establish priorities and focus on 
the goals and objectives for 
future projects. At this phase of 
the planning p rocess we 
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approached the Arthur Hills de-
sign firm and had them begin 
the process of analyzing the 
course and evaluating our prior-
ity list. 

Most courses should utilize 
a golf course architecture firm 
to assist in this process since 
the planning can be related 

to updated standards in the 
design and construction indus-
try. Establ ishing needs for 
a rchi tec tura l drawings or 
budget parameters can legiti-
mize the entire project and 
should help the eventual 
approval p rocedures . The 
American Society of Golf 

Course Archi tects provides 
a wonderful booklet (Remodel-
ing Your Golf Course), that 
helps determine the usefulness 
of retaining a golf architect. 

SELL ING TO THE M E M B E R S H I P 

For us, cost analysis quickly 
became an issue in establishing 

Continued on page 19 

Arthur Hills on-site with Willoughby 
GC's greens committee. 

BUNKER RENOVATION: CASE STUDY # 2 7 

Jack used to st ruggle wi th his main tenance budget. He always looked for ways to 

contro l costs yet deliver results. Over the years, he implemented many 

new methods and routines. His bunkers were always a problem. 

Af te r mos t s to rms , he would spend $ 1 , 8 0 0 to $ 2 , 5 0 0 on labor, 

repair ing wa te r damage on his bunkers. Jack was looking for answers to 

his bunker prob lem and found a solution t ha t works. 

TOUGH DECISIONS ... 
He tu rned to an advanced technology f r o m IVI-GOLF. 

Sandt rapper™ lines the bunker and ends the rout ine of sand t r ap maintenance. 

It prevents washouts, sand contaminat ion and el iminates shor t renovat ion cycles. 

Jack made the r ight decision. Now, he spends a lot less money on labor. 

This keeps the course owners satisf ied and leaves room in 

the budget for o ther impor tan t i tems. He's happy to have found a ser ious 

solution to his costly bunker problem. 

Stop struggl ing wi th tough decisions. Take contro l of your 

labor budget wi th Sandt rapper by IVI-GOLF. 

C o n t a c t IVI-GOLF t o d a y a n d we ' l l s e n d y o u a p r o d u c t i n f o r m a t i o n g u i d e . 

Tol l F r e e ( 8 8 8 ) 9 7 0 - 5 1 1 1 % 
GOLF 

w w w . s a n d t r a p p e r . c o m 

Ask about the NO-RISK product t r ia l for Sandtrapper!! 

http://www.sandtrapper.com


Fought-Lehman 
Continued from page 14 

DMB Golf, which developed 
and owns the club and surround-
ing community, recently opened 
a second course not too far from 
DC Ranch. Lehman said one of 
the motivations to improve DC 
Ranch was to prevent DMB's two 
properties from competing with 
one another. The company real-
ized that in its current state, the 
course would run a distant second 
to the new property, Lehman said. 

"If you want to be able to com-
pete with the other clubs in the 
area, you have to have greens that 
are going to be as good, as firm 
and as fast as possible," he said. 

Because of his touring sched-
ule, Lehman said this project, as 
well as the firm's other projects 
— three in Arizona, one in Cali-
fornia and two in Minnesota — 
are convenient for him. 

"Having these projects at 
home is extremely convenient 
because I can spend three or 
four hours a day making sure 
the bunkers are being done right 
and I can spend the afternoon 
practicing," Lehman said. "The 
other projects work out well be-
cause I usually visit them either 
when I'm leaving to go to a tour-
nament or I'm coming from a 
tournament. So I'm visiting those 
places either once a week or once 
every two weeks." 

Lehman said he prides him-
self on being very involved in 
each project the firm takes on, 
which is one reason he and 
Fought have limited the number 
of their projects. 

"This isn't a hobby or some-
thing I do in my spare time, this 
is my second career. I've been 
extremely involved in every 
project that we have done," 
Lehman said. "We don't do many, 
only enough where I feel I can 
continue to work on my game 
the way I want to." 

Lehman said he got into archi-
tecture because it was something 
that interested him, and that the 
thrill he gets from watching his 
conceptualizations become reality 
matches that of sinking a long putt. 

"I just love watching a guy get 
in a 'dozer and shape a bunker," 
he said. "I could sit there all day 
long watching them build a big 
bunker." 

Lehman said his firm brings a 
unique perspective because both 
have been professional golfers 
and architects, with Fought 
bringing a deep knowledge of 
architecture as well. 

"He's very skilled and profi-
cient not only in playing but in 
design," Lehman said. "We have 
somebody in our office who un-
derstands completely all the 
phases of design and all the nuts 
and bolts, yet is a great player. 
That's such a nice blend, and I 
think that's the strength our of-
fice offers." • 
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funding requirements. This 
tricky phase can sometimes 
sink a project, so be cautious 
to use conservative numbers 
that can be justified with realis-
tic quotations. Setting up bid 
specifications that will provide 
the best turf in a short time-
frame is essential to a renova-

tion project. With all the basics 
in place, the task of selling 
the membership on protecting 
their "investment" became the 
main focus of the golf course 
management team and the 
greens committee. 

We chose to initiate small 
focus group gatherings and 
added another series of small 

general membership meetings 
to explain the entire process, 
because technical questions 
about tur fgrasses and soil 
mixes cannot be absorbed 
by most golfers in a quick 
newsletter or memorandum. 
The ultimate communication 
phase of the program began 
with the smaller meet ings 
which allowed members to 
ask intelligent questions in 

an informal setting. We were 
able to personally address the 
quest ions and concerns of 
approximately 20 percent of 
the membership during this 
year-long "marketing" phase. 

In the next issue of Golf Course 
News, we will focus on some of 
the bumps in the road we en-
countered and how the bidding 
process became the final sales 
tool.« 


